
Creating Successful Partnerships 
with Large, 

Prime Contractors Prime Contractors 



Small Businesses Are Highly Valued

by USACE & Large Contractors

� Overhead Structure Allows for Cost Efficiency

Understand Your Value

� Overhead Structure Allows for Cost Efficiency

� Bolster Subcontracting Plan to Meet 
Subcontracting Plan Goals

� Highly Involved Subcontractor Principals Create 
Speed in Decision Making



Small Businesses Are Highly Valued

by USACE & Large Contractors

Define Value Proposition

� Capability – Performance

� Impact – Benefit to Large Contractor/COE

� Proof –Tangible Results

� Cost/Price



Communicating Your Value Proposition

Unique Capabilities to Get Noticed

� Clear, Concise, Compelling – Easy to Understand

� Needs Targeted –What do we (Prime Contractor) 
want that you can provide?want that you can provide?

� Demonstrate Tangible Results

• Performance Facts

• Personnel Achievements

• Letters of Recommendation/Reference Letters



End User Focused in All Actions

3 Key Points of Focus

Price Quality Positive 
Interaction



Subcontractor Pre-Qualification



Strategic Positioning

� Teaming Arrangements

� Mentor-Protégé Agreements� Mentor-Protégé Agreements



Get Noticed

Professional Organizations 

& Networking Events

� Society of American Military Engineers (SAME)

� American Society of Civil Engineers (ASCE)

� Small Business Administration (SBA)/Agency Annual 
Conferences


